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MID CENTURY MARK IN 
MAKING MORTGAGES 


Will the next half century bring direct 
government lending and greatly in- 
creased public housing with its higher 
and higher taxes for all to pay for the 
shelter of a few or.... 


. will our people demand a return of 
free enterprise and initiative and let the 
modern, streamlined efficient mortgage 
industry do the job in the traditional 
American way? It’s Mid Century’s top 
question for us. 
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TO OUR MEMBERS 

Federal legislation affecting mortgage lending 
is being proposed and discussed today at a pace 
such as we have not seen before. All this activity 
adds up to one of the most serious threats our 
members have encountered regardless of whether 
they are in the brokcrage end or are investors in 
the permanent loan. The Executive Committee 
and Chairmen of various other 
committees have met to discuss 
these problems and to seek 
constructive answers to this 
legislation which we believe to 
xe unwise and unnecessary. 

The approach of your com- 
mittees has been free of bias 
or selfishness; we have earn- 
estly sought to make suggestions 
to federal officials which, based 
on our knowledge of real estate 
lending practices and procedures, would be con- 
structive. The problems to be solved have many 
angles, each of far reaching effect upon the na- 
tional economy. You will be kept fully advised 
of all activities of your committees. 

As this is written, we have a meeting January 
27 in Washington sponsored by the Chamber of 
Commerce of the U.S. bringing together the 
various groups interested in real estate lending. 
It is our hope that out of this meeting there will 
emerge a meeting of minds of the different allied 
groups pertaining to proposed national legislation 
that will be constructive and contribute to the 
preservation of private industry without seeking 
further federal subsidies. 

In addition to your Legislative group, our other 
committees are doing some outstanding work in 
the Association’s behalf. 

The Membership Committee, under the strong 
leadership of E. R. Haley of Des Moines, has 
secured 95 new applications at press time of this 
issue. Each member being accepted by the As- 
sociation has been carefully selected so that we 
can definitely say that our standards of member- 
ship are being rigidly maintained. We warmly 
welcome each of these new members. 

The Research Committee, under the able 
leadership of Guy T. O. Hollyday of Baltimore, 
has done an outstanding job and the effects of 
th’s work will be evident to our membership over 
a long period of years. Among the constructive 
activities of this group is an effort to establish a 
uniform service contract between permanent in- 
vestors and our brokerage members and a better 
definition of the services and activities of the origi- 
nators of mortgages toward their clients. This is 
a part of mortgage banking that has long needed 
clarification; and I believe that we are well on 
the way to a solution of this problem which will 
be acceptable to all our investors in mortgages. 





R. O. Deming, Jr. 
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The Finance Committee, of which W. L. King 
is Chairman, together with the Chicago Office, 
has put into effect economies of operation and 
sound management policies which are showing 
specific results in improving the financial condi- 
tion of our Association. Thanks to these econo- 
mies, we are not only carrying all of the increased 
activitics of our Association but are adding to the 
surplus so that at the end of the year we will, | 
believe, be in the strongest financial condition. 

The Clinic and Conference Committees are 
active. We have an excellent conference sched- 
uled this month at New York University for our 
senior executives—thanks to Thomas Lovejoy and 
his committee. A most worthwhile Mid-Winter 
Mortgage Conference planned and supervised by 
W. A. Clarke and George H. Patterson, is sched- 
uled for Chicago, February 23-24. A _ similar 
Eastern conference is set up for New York, April 
10-11 with a Mortgage Banking Seminar in co- 
operation with Northwestern University for June 
19-23. Bill Clarke, Chairman of the Clinic Com- 
mittee, is also scheduling some eight Regional 
Clinics scattered throughout the United States. 
Announcements as to dates and speakers will be 
made soon. Thus, the attempt of your officers this 
year to carry our program to communities all 
over the country is in full progress. 

I should like to again call to the attention of 
our brokerage members the fact that further 
thought should be given to the question of the 
purchase at this time of Federal National Mort- 
gage Association commitments upon loans to be 
sold to FNMA. While no specific announcement 
has been made as to changes in FNMA proce- 
dures, nevertheless we do feel that certain changes 
may be made and that our members might 
better safeguard their position and their commit- 
ments to builders and borrowers if backed by a 
FNMA commitment. 

It is indeed gratifying to see the great interest 
and continued activity on the part of the indi- 
vidual members in Association affairs and the 
things that so vitally affect our business. 

We are happy when members take the time to 
write the officers with suggestions and criticisms. 
It is oniy through this correspondence and expres- 
sion of thinking that we can correctly interpret 
and anticipate the situations that exist in areas 
which your officers are not familiar with per- 
sonally. 

Many problems will confront our industry dur- 
ing 1950 but they can al: be solved if each of us 
will give unselfish, unbiased thought to them. 


President 
Mortgage Bankers Association of America 
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MBA CALENDAR 


January 31-February 1 and 2 
NEW YORK, Fifth annual 
Senior Executives Course spon- 
sored in cooperation with New 
York University Graduate 
School of Business Adminis- 
tration. 

February 23-24 CHICAGO, Mid- 
Winter Mortgage Conference, 
Drake Hotel. 

April 10-11 NEW YORK, East- 
ern Mortgage Conference, 
Commodore Hotel. 

June 19-23 CHICAGO, Third 
annual Mortgage Banking Sem- 
inar held in cooperation with 
Northwestern University. 

September 27-29 DETROIT, 
37th annual Convention and 
Exhibit of Building, Industry 
and Services, Statler and Book- 
Cadillac Hotels. 





MBA PUBLICATIONS 
(Current and Coming) 


MORTGAGE LOAN SERV-_ 


ICING PRACTICES by William 
I. De Huszar. First book on mort- 
gage loan servicing published. 
Additional copies available to 
members at $2 each; to non- 
nembers $3.50 each. 

TEXTBOOK ON MORT- 
GAGE BANKING, Robert H. 
Pease, Editor. To be published 
by McGraw-Hill Book Company, 
Inc., New York. 

MBA POCKET MANUAL— 
Annual compilation of MBA 
committees for the current year, 
officers and other groups within 
the Association in addition to 
constitution, by-laws and other 
data. Members are requested to 
write for additional copies re- 
quired. 

DESIGN FOR DOING, DE- 
VELOPING AND DELIVER- 
ING MORE MORTGAGE 
BUSINESS. Membership book- 
let being used in this year’s so- 
licitation. Members should re- 
quest a supply for use in making 
membership presentations. 

WASHINGTON LETTER. 
Written in Washington and is- 
sued monthly. Back copies avail- 
able on request. 





PUBLISHED MONTHLY BY THE MORTGAGE 
BANKERS ASSOCIATION OF AMERICA 


Executive and Editorial Office Washington Office: 
111 West Washington Street, Chicago 2 100I—I5th St., N.W., Washington 5, D. C. 


Tue Morrtcace Banker is distributed monthly to members of the Mortgage Bankers Association 
of America. Publications may reproduce material appearing in the magazine only by permission of 
the Association. Opinions expressed are those of che authors or the persons quoted and are not 
necessarily those of the Association. Advertising rates on request. Sehnasiptions: Of the Limited 

Regular and Associate dues, $4.00 is for a year’s subscription to THe _ Banker, the official 
monthly publication of the Raeeiates. Entered as second class matter at the post office at Chicago, 
Illinois, under the Act of March 3, 9. 
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NO MAN WITH A 
LARGE FISH 


No man with a large fish goes home through an alley—Nor is an 
outstanding title company likely to conceal its preeminence. 

Lawyers Title is one of the largest, strongest, best known title 
insurance companies in the Nation. It insures titles in 30 of the 
48 States of the Union. It writes title policies for more nationally 
known commercial and industrial institutions, for more life insur- 
ance companies, more banks, mortgage houses and lawyers than 
any other title insurance company in the country. It knows the 
title insurance business from the ground up. 

Over the years, the name ‘Lawyers Title’ has become a symbol 
for sound title protection. It is a fact that a ‘Lawyers Title’ policy 


helps make good real estate security almost as liquid as cash. 


lawyers Title [nsurance (orporation 


Operating in New York Stale as ( Virginia) 
Lawyers Tille Insurance Corporation 


Home Office ~ Richmond . Virginia 


TITLES INSURED THROUGHOUT 30 STATES. BRANCH OFFICES IN 
ATLANTA, BIRMINGHAM, CAMDEN, CINCINNATI, CLEVELAND, 
COLUMBUS, DALLAS, DAYTON, DETROIT, MIAMI, NEWARK, 
NEW ORLEANS, NEW YORK, PITTSBURGH, RICHMOND, WASH- 
INGTON, WILMINGTON, WINSTON-SALEM AND WINTER 
HAVEN. IN 84 OTHER CITIES, LAWYERS TITLE IS REPRE- 
SENTED BY RELIABLE AND ABLE LOCAL TITLE COMPANIES. 
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She Mortgage Bouker 


Opportunities Ahead 
in Title VIII Financing 


ITH construction well under 
way, the Title VIII project at 
Fort Knox is concrete evidence that 
team work between government—the 
Department of Defense, Congress 
and FHA—and private enterprise 
builder, originating mortgage 
pany, construction loan lender, per- 
manent lender and mortgage broker 
produces rich dividends in the form 
of badly-needed housing for military 
personnel combined with an excellent 
investment for private lending insti- 
tutions. 

With 608 due to expire on March 
Ist, 1950, unless 
Congress passes a 
further extension, 
it seems evident 
that builders, 
mortgage bankers 
and long-term 
lenders will do 


take ad- 


com- 


well to 





vantage of the op- 
offered 


But expect a little extra effort on this 


type of deal before the loan is completed 


By J. MAXWELL PRINGLE 


them by the passage last August of 
the Wherry Bill (Title VIII of the 
National Housing Act). Under the 
terms of this bill, the FHA may, as a 
result of commitments issued on or 
before July Ist, 1951, insure $500,- 
000,000 of mortgages to be secured 
by rental housing at or near military 
installations; and, with the approval 
of the President, the aggregate of such 
mortgages may be increased to $1,- 
000,000,000. If private industry takes 
full advantage of the provisions of the 
Wherry Bill, rental housing to ac- 
commodate approximately 150,000 
families should be started within the 
next two years. As MBA President 
R. O. Deming, Jr., has pointed out, 


our servicemen and their families 
have had to endure disgraceful hous- 
ing conditions. Many of them have 
had to live in shacks and in unhealthy 
trailer camps and under crowded con- 
ditions which approach those found 
in the worst slums. The Wherry Bill 
provides the vehicle for correcting 
this situation; and, in view of what is 
being accomplished at Fort Knox, 
there seems to be every reason to be- 
lieve that substantial progress will be 
made over the next two years. 

>> FIRST BIG ONE: In outlining 
the opportunities available under the 
provisions of the Wherry Bill, I am 
using the Fort Knox project as an 
example, first, because it is the most 


portunity 


J. M. Pringle 





Bob Hope went up to Alaska at Christmas to entertain 
our service men there and came back with a report of 
high morale but disgraceful housing conditions. He 
couldn't understand bow a nation as rich as this one 
would force its service men to live in such housing and 
be isn’t alone in thinking the same thing. 


MBA President R. O. Deming, Jr., in a public state- 
ment, declared that “except in areas where military 
establishments are located, the general public is almost 
entirely unaware of the disgraceful housing conditions 
which have been endured by armed forces personnel. At 
many posts, service men and their families have had to 
live in nothing more than shacks and unhealthy trailer 
camps and under crowded conditions which approach 
those found in the worst slums. Aside from the housing 
aspect, this condition is a most serious weak spot in our 
defense armor and will have to be corrected. 


“The need for a strong defense at this period of our 
national existence is plain, but present housing conditions 
at many of our military establishments are such that there 
is little inducement for men to enter the service. In fact, 
the problem is so serious that it may be a major factor 
in deciding many men against it.” 
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MBA is now making a survey to see where and how 
mortgage lenders can help to get better housing for 
armed forces personnel and is working in close coopera- 
tion with Bertram E. Giesecke, chairman of the new 
Department of Defense Housing Commission which bas 
tackled the job vigorously. 


Getting more and better housing of this kind will be 
done under the terms of the Wherry Act (Title VIII of 
the National Housing Act). Mr. Pringle points out that 
these loans are similar to 608s but there are important 
differences to watch for. If private industry takes full 
advantage of the provisions of the bill, housing for 
150,000 families can be started in the next two years. 
To illustrate bis theme, he has used the project at Ft. 
Knox which is the most important of these Title VIII 
projects now under construction. 


Mr. Pringle is manager of the FHA insured mortgage 
department of Stern, Lauer & Co., New York, members 
of MBA. In the August issue be contributed an article 
on what the new saving bank legislation in New York 
and Massachusetts will mean to an expanded market for 
FHA loans. 











The Ft. Knox development, first large Title VIII project to 
get under construction, will have 1,000 apartment units. Here is 


important project that has actually 
been started and, second, because, my 
the mortgage 
broker in arranging the construction 
and permanent financing, I am rea- 
sonably familiar with the project it- 
self and with the negotiations which 
culminated in the closing of the Title 
VIII the ac- 
tual start of construction. 

An initial was held in 
Washington in the fall of 1948 to con- 
sider the serious need for housing at 


firm having acted as 


construction loans and 


conference 


military posts and to work out ways 
and means of securing such housing 
with the aid of private capital. As a 
that conference, a memo- 
randum was sent by FHA in Wash- 
ington to all FHA State Directors 
urging that the offices co- 
operate with the Commanding Gen- 
military within their 
jurisdiction. Judge Roscoe R. Dalton, 
State Director of FHA for Kentucky, 
got in touch immediately with Gen- 
eral William G. Livesay, Command- 
ing General at Fort Knox, and this 
started the ball rolling. 

Che initial plan was to have the 
resulting FHA loans insured under 
Section 608 of Title VI and a num- 
ber of conferences were held during 
the latter part of 1948 and the early 
part of 1949. Among those having a 
prominent part in these early confer- 
ences were Judge Dalton, Col. W. W. 
Lapsley, Department of the Army, 
Washington, D. C., Fred Morgan of 
J. and B. 
J. Harris, Louisville builders, and C. 
L. Hassmann, manager of the Mid- 


result of 


various 


erals of posts 


the Corps of Engineers, A. 


west Mortgage Company, Louisville. 
As a result of statistical data supplied 
by General Livesay’s staff, it was de- 
cided that it would be desirable to 
build at least 1,000 apartment units. 
>>? STARTED AS 608: Many of 
the these 
conferences either lost interest 
some of the difficulties were pointed 
out to them or did not have the nec- 


builders attending initial 


when 


essary funds to carry out such a large 
construction program. However, A. J. 
and B. J. Harris expressed a strong 


4 





interest; and around the middle of 
February, 1949, the Midwest Mort- 
gage Company, on behalf of sponsor 
mortgagor corporations to be organ- 
ized by A. J. and B. J. Harris, filed 
608 applications with FHA aggregat- 
ing $8,100,000. 

These 608 applications were proc- 
essed by FHA to the point where 
they were ready to issue 608 commit- 
ments. In the meantime, Midwest 
Mortgage Company had been negoti- 
ating with a large insurance company 
which had expressed a serious interest 
in making the €08 loans. This mort- 
gage lender finally decided that cer- 
tain features of the lease and the lack 
of FHA insurance, should the govern- 
ment take over the property in the 
event of a national emergency, were 
objectionable and that they would not 
make the loans unless these objections 
could be overcome. 
then decided to seek new 
legislation and the result was the 
Wherry Bill. Among those who had 
a very prominent part in its enact- 
ment were, in addition to Senator 
Wherry and his staff, Col. Lapsley, 
General Livesay, Judge Dalton and 
Mr. Hassmann. 

My firm first became interested in 
this Fort Knox project in the late 
spring of 1949. Our efforts to arrange 
the construction and permanent loans 
with insurance to be under 608 were 
unsuccessful but soon after the 
Wherry Bill became law on August 
8th, 1949, we were successful in ar- 
ranging both the construction and 
permanent loans with The Chase Na- 
tional Bank of the City of New York. 
Actually, although The Chase Na- 


It was 





“If Ft. Knox is a fair in- 
dication of the desire of 
government agencies to help 
private enterprise do this 
job, I believe they can count 
on 100 per cent cooperation 
from FHA, the Army, the 
Navy and the Air Force.” 

—J. Maxwell Pringle 








beds 


a typical unit with ten apartments. Eighty-four per cent of the 
apartments will consist of five rooms and rent for $75 a month. 


tional Bank is willing to retain the 
loans as a permanent investment, it 
is contemplated that they will assign 
the permanent loans to a long term 
lender to be secured by us. Our agree- 
ment with The Chase National Bank 
permits us to arrange a sale of the 
permanent loans up to the time that 
the loans are fully FHA insured and 
consequently we have not yet made 
any effort to place the permanent 
loans. We have agreed with the Mid- 
west Mortgage Company that any 
sale of the permanent loans must be 
made subject to servicing by them. 


>> LATE HITCH: One develop- 
ment, which in retrospect has _ its 
amusing aspects but which at the time 
was far from amusing, was that at 
the very last moment it was discov- 
ered that the Wherry Bill contained 
no provision making it legal for na- 
tional banks to invest in Title VIII 
mortgages. Fortunately, Congress was 
still in session and with fine coopera- 
tion from both Senator Wherry and 
Representative Spence, chairman of 
the House Banking and Currency 
Committee, it proved to be possible 
to correct this deficiency in the 
Wherry Bill by an appropriate amend- 
ment to the Joint Resolution, extend- 
ing various provisions of FHA, which 
passed Congress in the closing days 
of the session. 

In most respects, Title VIII mili- 
tary housing loans are substantially 
identical with Section 608 loans. 
However, there are a number of im- 
portant differences which are set forth 
here: 


>> In the case of Title VIII loans, 
the mortgaged property must be de- 
signed for rent for residential use by 
civilian or military personnel at mili- 
tary posts and preference or priority 
of opportunity to rent apartments 
must be given to such personnel and 
their immediate families. It appears 
to be a certainty that at Fort Knox 
there will be many more than one 
thousand families desiring to rent 
the apartments now being built and 
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having the necessary incomes. Conse- 
quently, the Commanding General 
will doubtless select the individuals to 
be favored with the opportunity to 
rent apartments in the project and 
this should mean that the owners will 
have no difficulty either in keeping 
the apartments occupied or in collect- 
ing the rents. 

>> In connection with Title VIII 
loans, the Secretary for Defense or his 
designee must certify to the FHA 
Commissioner that the project is nec- 
essary to provide adequate housing at 
the particular military installation 
and that such installation is deemed 
to be a permanent part of the Mili- 
tary Establishment and that there is 
no present intention to substantially 
curtail activities at such installation. 
Such a certification, of course, has 
been made with reference to the Fort 
Knox project. There would appear to 
be no doubt that Fort Knox, as the 
Army’s Armored Center and as the 
site of the depositary for the country’s 
gold reserves, is a permanent installa- 
tion. 

>> Even though the mortgage may 
not be in default, the mortgagee hold- 
ing a Title VIII mortgage may re- 
ceive the benefits of the FHA insur- 
ance in the event that the United 
States acquires; or commences emi- 
nent domain proceedings to acquire 
all or a substantial part of the mort- 
gaged property for the use of the Na- 
tional Military Establishment. This is 
an important provision for the pro- 
tection of the lending institution. 


>> Most 608 mortgages are fee mort- 
gages and in cases where they are 





“Successful bidders and 
mortgagees will be well re- 
paid for such extra effort (as 
they put forth in this Title 
VIII financing ) and will have 
the satisfaction of having 
done, through private enter- 
prise, a vitally necessary 
job.”—J. Maxwell Pringle 








leasehold mortgages, the land is leased 
from a private owner. It is possible 
for Title VIII mortgages to be fee 
mortgages in cases where the projects 
are built not on military posts but on 
privately owned land adjacent to such 
posts. However, the great majority 
of Title VIII mortgages will be on 
land leased from the government and 
the Secretary of the Army, Navy or 
Air Force is authorized to lease such 
property upon such terms and condi- 
tions as in his opinion will best serve 
the national interest. Furthermore, 
the usual authority of the Secretary 
of the Department concerned to re- 
voke the lease in the event of a na- 
tional emergency to be declared by 
the President shall not apply. 

The Fort Knox project is being 
built on about 105 acres of land 
leased from the government for 75 
years at an annual rental of $12 per 
acre. This extremely nominal land 
rental means, of course, that the 
apartments can be rented at lower 
rentals than would be possible if the 
project were built on land owned in 
fee. 
>> 1,000 APARTMENTS: The five 
Title VIII loans which will be secured 
by the project consisting of 1,000 


apartment units will aggregate $8,- 
100,000. About 84 per cent of the 
apartments will consist of five rooms 
—living room, dining room and 
kitchen on the first floor and two bed- 
rooms and bath on the second floor. 
These apartments will rent for $75 
per month. About 6 per cent of the 
apartments will have one bedroom 
and rent for $62.50 per month and 
about 10 per cent will have three 
bedrooms and will rent for $80 and 
$82.50 per month. All apartments will 
have tiled baths and will be supplied 
with and refrigerators. The 
units will average about 1,000 square 
feet of living space; each apartment 
will be supplied with an automatic 
forced air gas-fired furnace and ade- 
quate storage space for each apart- 
ment has also been provided. 

The size of the project is evident 
from the fact that it will contain 136 
buildings and that there will be over 
two miles of streets and roads and 
twenty miles of sidewalks. About 500 
will be employed on the 


stoves 


workmen 
job. 

A decided advantage, not only from 
the standpoint of the owning corpora- 
tion but also of the institution which 
holds the mortgage, is that the mort- 
gagor corporation will not have to 
pay any real estate taxes. In place of 
this there will be payments to the 
Army for police and fire protection 
and for sewerage charges. However, 
entire 


it is estimated that for the 
project involving loans of $8,100,000 
these payments will not run over 


$17,000 a year or less than $1.50 per 
apartment per month. 
(Continued back inside cover) 





COMMITMENT SIGNING DAY AT FORT KNOx: Seated, 
Judge Roscoe R. Dalton. Standing, left to right: C. L. Hassmann, 
manager, Midwest Mortgage Co., Inc., Louisville; Peyton M. 
Davis, architect; Fred Morgan, Louisville District Engineers; B. J. 


Harris, President, 
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Fort Knox Construction Co.; 
Walker, Chief Underwriter, FHA; Major General Wm. G. Live- 
say, Post Commander, Fort Knox. Right photo: The Fort Knox 
project under construction. 


U.S. Army photographs 


Patterson W. 








TREND IN THINKING 


down in Washington 


F, as many believe, 1950 will be a 

year of vital decisions for the mort- 
gage industry, then what specifically 
are the problems we will meet in these 
next 12 months? Everyone engaged in 
mortgage lending and investing 
knows, in a general way, what these 
problems are, the philosophy and 
thinking behind them and how he 
feels about each one; but getting down 
to them specifically and analyzing 
each one individually is something 
else again. 

For instance, who can say at this 
moment just what the sentiment will 
of the 
direct lending proposal; and when, as 
and if it comes, what is its chance for 
success and what form would it take 
if it does come? How can we know 
how strongly the government will ad- 
vocate abolition of VA 505 loans, 
what will happen to FNMA, to the 
FNMA servicing, the prospect for a 
closer tie-up of FHA and VA? And, 
probably foremost of all, what sort of 
thinking and planning is being done 
in Washington now on these ques- 
tions which vitally affect the mort- 
gage end of the national ecconomy? 
like aren’t 
get. One can’t go to this agency or 


be in congress for a_ revival 


Answers these easy to 
that and come away with assurance 
that he at last knows where Wash- 
ington stands. No one person or 
agency in Washington can supply all 
the because the problems 
which confront real estate financing 
at the beginning of 1950 are many 
and varied. 


answers 


Here is the record of some of the 
thinking that is going on in Wash- 
ington about some of the problems 
that affect the mortgage industry. 
You can think of this as an inter- 
view with an official whose influence 
counts for something in the capital; 
or as a composite interview designed 
to ferret out what highly placed offi- 
cials are turning over in their minds. 
In any the interviewed shall 
be nameless; and speculation as to 


event, 


6 


What does official Washington really think 
about the problems that affect us? Here’s 
how one of the group has sized up certain 
matters, particularly those concerning G.1.’s 


identity is unnecessary. What is im- 
portant is that here is a chronicle 
of some of the long-range thinking 
in the capital. Matched against our 
own thinking today, it is easy to spot 
the differences between the private 
end of our economy and the govern- 
ment side. Probably “differences” is 
not the word; maybe we ought to 
emphasize the points where we see 
eye to eye. 

So, let’s step back of the Washing- 
ton curtain and see what is going on: 

Q. What would you say would 
be a good definition of the govern- 


ment’s role in the immediate 
future? 
A. “I would break it down into 


three assumptions or objectives: 

“First, that the maintenance of a 
high rate of housing production is 
imperative to provide for our housing 
needs and to contribute to the buoy- 
ancy of our economy. 

“Second, that veterans’ benefits in 
housing finance must be preserved 
short of the point where they involve 
a disproportionate prejudice to the 
attainment of the first objective. 

“Third, that government credit 
support should be used only to the 
point necessary to supplement and aid 
private industry to produce and finance 
a high volume of new residential con- 
struction, and to effectuate the na- 
tional legislative policy implicitly called 
for by the second objective.” 

Q. The last several years have 
been banner ones for private resi- 
dential construction—how can we 
keep it up and, if so, what is your 
thinking about it? 

A. “After V-J Day, the crucial 
shortage of housing, accumulated over 


a decade was the No. | housing prob- 
lem. Manifold forms of credit support 
were justified to overcome it. Having 
thus set the stage for inflation, Con- 
gress was persuaded to remove all 
controls and the signals were set for 
run-away inflation in housing prices. 
By 1947 the reascnable value _pro- 
vision of the Servicemen’s Readjust- 
ment Act was just about the only 
‘control’ remaining. 

“Now that era is on the wane—is 
already history in some areas and in 
some price brackets. Shelter, except 
perhaps for some of those in the lower 
income brackets—is no longer a ‘cru- 
cial’ unfilled need. New houses are 
now pouring into the market. True, 
many lower income families cannot 
afford these houses. But that is nor- 
mai in any free economy, and is com- 
monly bridged at length and in part 
by producers extending themselves to 
reach the unsatisfied market which 
exists in the lower income brackets. 

“Advocates of ever-broadened fed- 
eral credit supports have shifted em- 
phasis to a new appeal—that sustained 
high production is necessary to keep 
our economy sailing smoothly. There 
is considerable merit to this argument. 
In the past several years, investment 
in new residential construction has 
been proceeding at record or near rec- 
ord levels. In 1949 it is estimated 
that private home construction will 
represent investment outlays totaling 
about 7 billion dollars. 

“The boom in housing investment 
is one of the major forces generating 
and sustaining our present high level 
of economic activity. And for this 
reason, it behooves caution on the 
part of those who propose changes 


The Mortgage Banker for February, 1950 





** 4ttractiveness of the G.I. loan from the borrower’s viewpoint may be a bulwark in a recession.” 





which might interfere with the full- 
capacity operation of the housing in- 
dustry. 

“The manner in which that invest- 
ment finds outlet must be carefully 
studied. The present trend may be 
dangerously toward a completely sub- 
sidized home building and financing 
industry. It may put housing in the 
same category as farm commodities 
on a parity, price support basis. That 
is just about where we are now under 
the firm commitment to builder plan 
of the National Housing Act. Under 
this plan, risks to the builder and 
lender are almost wholly absorbed by 
the government, with any profits, 
however, being privately retained. 

“Because of this patent danger of 
too-great reliance upon government 
support, the time is over-ripe to move, 
at least cautiously, toward a fuller at- 
tainment of the objective of using 
government aid and support only 
where really necessary. Government 
support should be redirected and con- 
fined to the minimum levels consonant 
with high production levels and the 
preservation of veterans’ housing 
benefits.” 


Q. How do you regard the G.I. 
home loan program, how success- 
ful has it been, did it accomplish 
what it set out to do? 


A. “The loan guaranty feature in 
the Servicemen’s Readjustment Act is 
a commitment by the federal govern- 
ment. Its performance, from the vet- 
eran’s standpoint, was diluted and 
defeated in part by various interfer- 
ing factors, some of which were per- 
haps unavoidable. Nevertheless, it 
accomplished much, both in solving 
their housing plight and aiding them 
in pushing roots into their home com- 
munities. 

“It has given homes to nearly 2 
million veterans under loan repayment 
plans that are relatively advantageous 
to them—sufficiently so as to vest 
them with what is virtually an equity 
in their ownership. It has supplied 
them with low-cost loans. 


“The attractiveness of the GI loan 


from the borrower’s standpoint may 


prove to be a bulwark in the event 
of a recession, as it embodies an in- 
centive factor which is lacking, or is 


lesser, in other loans. That is the 


lower monthly payment. The _bor- 
rower can take advantage of this, and 
in effect build up his equity only so 
long as he continues his loan. This 
influence for stability will be removed 
only at the point where money cheaper 
than 4 per cent becomes generally 
available for small home mortgages 
loans—an unlikely event. So wide- 
spread abandonment of their homes 
and obligations appears a remote pos- 
sibility. 





WARNINGS 

“The present trend may 
be dangerously toward a 
completely subsidized home 
building and financing in- 
dustry. 

“The largest single factor 
causing dissatisfaction . . . in 
home finance is the excessive 
rate at which government 
funds are being supplied in 
the market by the FNMA 
operation.” 








“Thus the commitment made by 
Congress to World War II veterans 
has not proven a misfit; and there 
seems to be no justification for its 
being withdrawn. In fact, it can be 
argued that the beneficiary is the 
whole economy rather than the vet- 
eran. At the same time its further 
functioning should be strengthened by 
firming up the valuation and credit 
factors which afford its chief reliance 
against abuse.” 

Q. Is it permanent, will 
extended in some way, in 
opinion? 

A. “It has a fixed expiration date 

-July 25, 1957. To the extent that 
the problems present immediately be- 
fore that date indicate it is affording 
an indispensable prop to the general 
economic structure, it can be supple- 
mented by whatever alternative struc- 
ture may be suited to the need. It 
seems probable that the program will 
begin to slow down in another two 
years or so, and that natural course 
should not be altered. There would 
seem to be no justification for a fur- 
ther extension beyond that date. 
Granting thus the advisability of re- 
taining the veteran’s housing benefit 
as a component of the housing pic- 
ture, there remains the need to re- 


it be 


your 
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study its functioning so that it may 
better fulfill its purpose over the re- 
maining period.” 

Q. What is your opinion of 
present weaknesses in the home 
financing field right now, espe- 
cially from the veteran’s stand- 
point? 

A. “The largest single factor caus- 
ing dissatisfaction and concern on the 
part of those interested in a sound 
system of home finance is the exces- 
sive rate at which government funds 
are being supplied in the market by 
the FNMA operation. Many are also 
distressed over the practice of the 
heavy fees which lenders have charged 
to builders and sellers for FNMA 
loans, a practice which tends to levy 
an indirect toll on the veteran pur- 
chaser through upward pressures on 
purchase price. 

“The gravity of this problem has 
receded from the high point of a few 
months ago through the leveling ef- 
fect of the more competitive activity 
in 4 per cent investment stemming 
from the renewed interest on the part 
of private capital and the provision 
by Congress in October for a 100 per 
cent market for GI first mortgage 
loans. This increased competition has 
already had a noticeable effect in 
limiting the amount of the fees and 
premiums being charged. 

“There is also concern over the fact 
that a large share of FNMA disburse- 
ments are being channeled to veter- 
ans’ projects on an extremely liberal 
financing basis which enables builders 
to offer their products without requir- 
ing a single dollar of equity money 
from the veteran purchaser. This is 
cited as a prime example of excessive 
stimulation of housing credit on the 
part of the government. 

“But the greatest criticism 
from the widespread concern over the 
unbalanced position of the federal 
cash budget. FNMA expenditures are 
by no means unproductive ‘down-the- 
drain’ investments since they are 
matched by repayable loans, but they 
also represent very substantial cash 
disbursements which are swelling 
treasury cash payments to the public 
at a time when all avenues are being 
explored to avoid, or at least mini- 
mize, deficit spending by the govern- 
ment.” 


stems 








Q. In view of what you say 
about FNMA, what can be done 
about it? 


A. “The opposition to FNMA has 
swelled to the point where many ad- 
vocate its outright abolition.* Those 
acquainted with the character of the 
present building boom are well aware 
of the reliance of a considerable seg- 
ment of it upon the financing support 
which FNMA is supplying. They re- 
alize that outright repeal of the 
FNMA purchase program can only be 
accomplished by providing some alter- 
support, if a radical disrup- 

the present high level of 
building activity is to be avoided. The 
most helpful solution to the problem 
hen would appear to be a proposal 
of a different type of market which 
would afford the 
kind of support to the home finance 
industry, but which would avoid the 
The 
way toward solution of the problem 
might be afforded were congress to 
different kind of market or 
were a private secondary market uti- 
lizing privately-subscribed capital to 
be created. 


native 
tion of 


substantially same 


excessive outlay of federal funds. 


vote a 


“Pending the planning and estab- 
lishment of an alternative form of sec- 
ondary market support, it might be 
well to explore the possibility of im- 
mediate action designed to mitigate 
the abusive and f 
FNMA funds at the present time. 

“Perhaps FNMA might be urged 
to test mildly the degree to which al- 
ternative support would be available 
by imposing while the 
present appropriation is still of appre- 
ciable size. Such brakes would have to 
be applied quickly. For example, 
FNMA could reject commitments 
and purchases covering property out- 
side of an area contiguous to the office 
of the originator, i.e., a 50-mile radius. 
[It could also allocate its remaining 
it could even refuse 
all commitments in respect to some 
areas where other sources of mortgage 
money are relatively ample. It might 
restrict fees. It could revise its fee 
schedules to induce the holder of a 
commitment to market his loans else- 
where, to his advantage rather than 
to his For example, a smaller 
commitment fee might be charged, 
that is a half of | per cent, and a por- 
tion, say a quarter of | per cent, 
could be returned to the originator 


excessive use of 


restrictions 


funds area-wise 


loss. 


"But others think differently. See the President's 


budget message.—Editor 


who does not dump the loan on 
FNMA—with no return to the one 
who does. This would represent a 
converse approach from the present 
FNMA commitment policy which re- 
wards sale but penalizes retention. 


“This type of administrative con- 
trol should be given immediate study 
because it offers a possibility of quick, 
if partial, amelioration of much of 
what is bad in the present FNMA 
operation.” 


Sees No Need for a Rate Higher Than 4% 


Q. Mortgage lenders generally 
have bewailed the inconsistency of 
the 4 per cent VA rate with the 
114 per cent FHA rate and con- 
tended, during 1948 and a good 
part of 1949, that therein was the 
answer for the spotty market for 
VA loans. How can we reconcile 
these two rates? 

A. “Yes, I realize that many insist 
that this has created an unbalanced 
situation which is largely responsible 
for the high level of sales of GI 4 per 
cent loans to FNMA. They maintain 
that because of the differential yield 
permitted lenders for + per cent GI 
loans and 4% per cent FHA loans, 
the government has created a unique 
situation which offers lending institu- 
tions two types of loans, both pro- 
tected by government guaranty or in- 
surance, but nevertheless offering 
lenders a substantially different rate 
of profit. Through this conflicting 
policy, they say, the government has 
urged lenders to extend low-cost 
financing to veterans under the GI 
Bill, but in the same breath it has 
offered lenders an even more fully 
protected FHA loan at a much more 
profitable interest rate. It isn’t surpris- 
ing that lenders, during most of 1948 
and 1949, tended to hold higher yield- 
ing FHA mortgages in their own 
portfolios and turn over the less at- 
tractive 4 per cent loans to FNMA. 

“The solution, they say, is equaliza- 
tion of the two rates at whatever ab- 
solute level the market ‘requires.’ 
They say that equalization is the 
important thing and that the absolute 
level selected is secondary, save that it 
should be high enough to reach the 
level of necessary profitability. 

“If equalization means raising the 
present maximum interest rate for GI 
loans to a level above 4 per cent, the 
equalization idea has no justification, 
in my opinion. Aside from the polit- 
ical opposition from veterans’ groups 
which such a proposal would incite 
(an opposition which was radically in 
evidence when a similar proposal was 
being considered in the Fall of 1948) 


the cold economic facts of the pres- 
ent investment market do not support 
the need for a rate higher than 4 per 
cent for government guaranteed mort- 
gages. If the arguments for a rate 
higher for GI loans had any merit a 
year ago, their validity has been 
greatly reduced, if not destroyed, by 
the basic and fundamental changes 
which have taken place in the entire 
money market during 1949.” 

Q. Of course we all know that 
there has been a significant 
change in this situation because of 
changed conditions in the money 
markets. Do you see other 
changes which will help straighten 
out the matter? 

A. “The reaction to the changed 
situation is becoming apparent. Many 
private investors who had withdrawn 
from GI loan investment have re- 
sumed purchases. 

“A recent change in VA regulations 
should serve to strengthen further the 
investment appeal of VA-guaranteed 
first mortgages. The permissibility of 
a | per cent allowance payable by the 
borrower in lieu of certain origination 
fees previously charged, while admit- 
tedly not a major change, will 
‘sweeten’ the net yield. 

“Aside from the question of yield, 
mortgage lenders should not forget 
the other investment advantages of 
VA loans, such as the automatic guar- 
anty privilege, and the cash convert- 
ibility of claim feature. 

“While the march of economic 
events has greatly weakened any merit 
which the proposal for a higher inter- 
est rate for GI loans might have had, 
the equalization proposal might be 
justified if it meant reducing the 
maximum interest rate for FHA in- 
sured mortgages to the 4 per cent rate 
allowed for GI loans. Such an action 
might very well be defended on the 
grounds that FHA loans are insured 
in full against principal loss, as against 
only a partial protection under VA 
guarantee, and perhaps even more im- 
portant on the grounds that the pres- 
ent maximum level of the FHA inter- 
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est rate is set at an artificially high 
level which runs counter to the gen- 
eral government policy of exerting 
downward pressure on the entire pat- 
tern of money yields. 

“Under an equalization of the two 
rates at 4 per cent, the veteran would 
still receive preferential financing 
with a GI loan because of the absence 
of the 2 per cent insurance premium 
and other fees and charges, and lend- 
ing institutions denied the more prof- 
itable alternative of government-pro- 
tected investment of 4% per cent, 
would undoubtedly be willing to chan- 
nel a much larger share of their 
investment funds into VA-guaranteed 
+ per cent mortgages to veterans.” 

Q. Now about 505a loans, as 
you know opinion seems to be 
strong that this type of financing 
is on the way out. The American 
Legion has advocated such a step 
and there are many who would 
like to end this type of loan. What 
is your thinking about it? 

A. “The inflationary consequences 
of this type of secondary mortgage 
financing is obvious. The convenient 
existence of the VA-guaranteed sec- 
ondary mortgage has provided a layer 
of credit support which has served to 
bridge the equity gap between the 
FHA first mortgage and the most 
profitable purchase price which can 
be justified within the reasonable 
value restriction. 

“It must be recognized that out- 
right abolition without some compen- 
sating action might tend to disrupt 
the present high level of home financ- 
ing activity. Without the availability 
of 505a financing, it would be difficult 
for lenders to shift their financing of 
medium-priced housing to 501 loans 
on a moderate equity basis because of 
the progressive inadequacy of the 
$4,000 guaranty maximum as _pur- 
chase price rises. Along with the elimi- 
nation of 505a loans, it might be 
desirable to provide for a somewhat 
higher guaranty maximum for first 
mortgage VA-guaranteed loans simi- 
lar to that proposed in the various 
versions of the Sparkman Bill.” 

Q. We seem to have reached 
the point which many people 
years ago predicted we would— 
no down payment financing. While 
of course this is concentrated pri- 
marily in veterans’ financing, 
where can this sort of thing lead 
us? 

A. “A natural target in any pro- 


gram to moderate the government’s 
excessive stimulation of housing credit 
is the support which government, par- 
ticularly FNMA, gives to no-equity 
financing on the part of large groups 
of veteran home buyers. Any attempt 
to lessen the encouragement of 100 
per cent financing by the government 
must be framed in a gradual and cau- 
tious manner. Any radical steps such 
as the flat prohibition of no-equity 
financing would probably have a seri- 
ous disruptive effect on the present 
rate of home-building and home- 
finance activity. 


FHA Permanent, VA Is 


Q. There has been a lot of dis- 
cussion about the home financing 
section of VA joining hands with 
FHA. Is it feasible, could it be 
done, what support would such an 
idea get, and, primarily, is it a 
good idea? 

A. “Looking back it might have 
been better to allow one of the estab- 
lished housing credit agencies to han- 
dle the G.I. home loan program. But 
it was decided otherwise. Perhaps it 
would have been better to have stifled 
or suspended the availability of other 
housing credit programs so that they 
would have been subordinated to— 
rather than competitive to—the vet- 
erans’ program. But this was not done. 
Instead the Veterans Emergency 
Housing Act set up virtually parallel 
credit supports equally for non-vet- 
erans. 

“Now the foundling has grown to 
a $10 billion size. It has developed 
special characteristics, traits, and a 
welter of policy of its own. It should 
no more be dumped into the lap of 
another agency than should a hu- 
man’s brain be transferred into the 
body of another human. 

“Various efforts to bring closer col- 
laboration between the two programs 
met with but indifferent success. The 
only substantial feature still main- 
tained in common between the two 
programs is that VA accepts FHA 
inspections and its Form 2051 as evi- 
dence of proper completion. 

“FHA is the happier that VA with- 
drew FHA’s function of establishing 
‘reasonable value’ for VA. FHA does 
not believe ideologically in such a 
form of ‘price control’ and applied it 
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“A substantial share of the tremen- 
dous number of new houses currently 
being marketed is being sold on a ‘no 
down payment’ basis to veterans. The 
least disruptive, but positive, step that 
it is feasible to take is the abolition of 
Section 505a loans. This advocacy, of 
course, envisions the continuance of 
a substantial stratum of support for 
the 501 loan, governmental or private. 

“The end of FNMA would elimi- 
nate the very large volume of no- 
equity financing which is proceeding 
because of the abundance of FNMA 


capital.” 


Not and Shouldn’t Be 


somewhat loosely when it had that 
function and its attendant responsi- 
bility delegated to it by VA. 

“FHA is regarded as a permanent 
fixture in the housing credit picture. 
VA is not and should not be. It is 
administering a program and a bene- 
fit for a class, i.e.. World War II 
veterans. FHA is applying produc- 
tion and consumer credit supports for 
the building industry, the lending in- 
dustry and the citizen purchaser. 
These objectives inevitably clash with 
the interests of the ‘class.’ The class is 
apt to find their interest subordinated 
in the event of a merger or transfer 
of functions.” 

Q. All right, that all sounds 
reasonable but where would you 
make improvements to answer the 
criticisms we encounter now? 

A. “Well, there seems to be three 
chief objections to the present system: 
two appraisals, the complicated and 
costly 505a combination loan, and the 
objection of FHA to allowing units 
which FHA has appraised and in- 
spected to ‘go 501.’ 

“As to the first, there is nothing 
inordinately wrong with the dual ap- 
praisal. The VA appraisal and the 
FHA valuation are for entirely differ- 
ent purposes. One is for ‘mortgage 
loan purposes,’ that is, to protect the 
insurer. The other is to protect the 
veteran from exploitation. It imposes 
a price restriction. More than one 
appraisal, by more than one party in 
interest, is a common incident of 
mortgage lending. The extra charge, 
borne by the veteran, is relatively 
small, and he is compensated by the 


(Continued on page 17) 











x New Ideas in SERVICING 





WITH THIS MANUAL SERVICING SYSTEM YOU MAY 
HANDLE 2,000 MORTGAGE LOANS ECONOMICALLY 


By L. L. 


FREEMAN 


President, L. L. Freeman, Inc., Racine, Wis. 


In the December issue of The Mort- 
gage Banker, Robert B. McCall, Jr., 
manager, mortgage loan department, 
Louisiana Fire Insurance Company, 
described a new type of receipt which 
his company devised to improve its 
manual servicing operations. The use 
of a pass-book was eliminated and 
supplanted by a simple receipt form, 
—— in duplicate with a one-time 
carbon insert. One copy is used as a 
cash receipt and the other as a post- 
ing medium. An adding machine was 


E WENT a step farther than the 


Louisiana Fire Insurance Com- 


pany in designing our receipt form 
by preparing it in triplicate and using 
the third copy as a remittance report. 
in addition, this company has rede- 
signed its ledger card and has pasted 
on it an amortization schedule which 
greatly facilitates the posting opera- 
tion. It is our opinion that up to 2,000 
loans may be economically serviced on 
a manual basis by using this system. 

rhe receipts are printed in three 
different colors; blue for FHA loans: 
buff for G.I. loans and pink for con- 
ventional loans. The copies are num- 
bered in the lower right hand corner 
to provide easy recognition as to their 


use (see next page). On the 15th of 
each month, a set of these receipts 


is run off on the Addressograph 





cleverly adapted to prepare both 
forms in one operation, Mr. McCall 
stated that this simple innovation bas 
reduced work in bis office by two- 
thirds and has considerably speeded 
up service to those borrowers who 
make payments in cash. Here another 
MBA member bas just reported simi- 
larly good experience with a multiple 
receipt form which, combined with 
an inexpensive pre-scheduled ledger 
card, adds efficiency to bis servicing 
operations. 


machine for all mortgage payments 
due the next month. The plates are 
set up for the three types of loan 
indicated. In case of FHA-G.I. 
combination loan, duplicate plates are 
used. The Addressograph plate con- 
tains the name of the mortgagor, his 
mailing address and the address of 
the property mortgaged. This infor- 
mation is stamped on the upper left 
hand side of the receipt. The bottom 
line of the plate contains the anni- 
versary month of the payment, the 
gross interest rate, the participation 
and the net interest, arranged to fit 
the space provided for these items on 
the receipt form. Of course this in- 
formation does appear on the 
borrower's receipt (copy No. 1). The 
right side of the plate contains a 
indicating the mort- 


an 


not 


code number 


gagee, their loan number, the type of 
loan, whether FHA, G.I. or conven- 
tional, and the FHA or G.I. number. 


The next step is to fill out the 
upper right hand corner of the re- 
ceipt. An adding machine has been 
especially adapted to do this job. 
This machine has a monthly register 
so the month of the payment can be 
printed before the “payment num- 
ber.” The payment number is then 
listed with a non-add key. All other 
items on the payment are then listed 
from the ledger card. The escrow is 
added with a sub-total, the interest 
and principal listed, and a final total 
printed in the “Total Payment Due” 
space. All of the total payments are 
in even dollars—the additional cents 
being added to the tax reserve. The 
principal balance after payment taken 
from the amortization schedule, is 
also shown. These receipts are then 
filed in a metal drawer cabinet at 
the cashier’s window. As mortgage 
payments are made, the entire folder 
is removed from the file, receipted 
by hand and the first copy is given 
to the mortgagor. A small folder is 
provided each borrower annually 
large enough to hold 12 of these re- 
ceipts. 

When payments are received by 
mail, the cashier goes through the 
same routine each morning, merely 
mailing the receipt in an envelope to 
the borrower. The envelope used is 
of a multi-purpose type, similar to 


the one illustrated on page 43 of 
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MBA’s Handbook on Mortgage Loan 
Servicing Practices. As payments are 
received at the cashier’s window or 
by mail, the daily deposit slip is made 
up with each payment registered in 
its proper trust account. These are 
determined by the first digit of the 
code number on the Addressograph 
plate. At the end of each day, the 
cashier figures the participation and 
the net interest and enters them by 
hand on copies two and three and 


then uses copy two as a_ posting 
medium. 
On the 10th and 25th of each 


month copy number three is used to 
make remittances to the mortgagees. 
All blue, buff or pink receipts are 
totaled separately for each principal 
and their remittances are forwarded 
as per the total shown on the adding 
machine tape. 

Our servicing volume was growing 
so rapidly that we were already con- 
sidering the installation of mechani- 
cal bookkeeping equipment. While 
investigating the various aspects of 
the problem we discovered that the 
most important thing was to provide 
our cashier-bookkeeper with a break- 
down of each monthly payment into 
principal and interest. We found that 
this can most easily be accomplished 
by pasting an amortization schedule 
on a specially designed ledger card 
(see page 10). 

The top of the card is filled in by 
typewriter when the loan is set up. 
The ledger cards are colored the same 
as the receipt tickets; blue for FHA, 
buff for G.I. and pink for conven- 





If you have something that’s 
new and different, give the mem- 
bership the opportunity to try 
it. Write to New Ideas in Serv- 
icing. 

If you want to try something 
new and you need data or want 
to learn the experience of others 
on a similar problem, send your 
problem to this department. 

In addition to describing new 
ideas, we will see that you get 
an answer. We will either re- 
produce your letters or put you 
in touch with the man or organ- 
ization who has the answer for 
you. The vast quantity of in- 
formation available from the 
Research Committee’s material 
will enable us to perform this 
service for you. 











tional loans. The cards are kept in 
a large-size movable vault tray and 
are grouped according to principals 
as per the code on receipts. Within 
each group the cards are filed in al- 
phabetical order regardless of type of 
loan. The details of the monthly 
payments are clearly set out in the 
table in the upper right hand corner. 

As payments are received by the 
cashier the posting copies are ac- 
cumulated and used for making the 
necessary entries on the ledger card. 
The columns of “date due,” “date 
paid,” “total paid” and the columns 
under “escrow” of “paid in,” “paid 
out” and “balance” are all entered 
by hand. When this entry has been 
made, a line is ruled under the pay- 
ment so that the complete status of 
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the loan can be noticed at a glance. 
The last three columns are filled out 
by hand on the 10th and 25th of 
each month when remittance is made 
to the principals. 

These ledger cards are printed both 
front and back. The company plans 
on using both sides of the card dur- 
ing the life of the loan, pasting the 
continuation of the amortization 
schedule on the reverse side. The pay- 
ments and receipts are posted daily 
and the remittances semi-monthly. 

At present one girl is employed to 
keep the ledger records. She also acts 
as cashier and takes care of quite a 
bit of stenographic work. The records 
are always current and there is never 
a line-up at the cashier’s window. 

We are now servicing almost 500 
loans. In our opinion we can easily 
handle 1,000 loans with the same 
personnel. We also believe that this 
manual system, combining the tripli- 
cate receipt form with our pre-sched- 
uled ledger card may enable us to 
service almost twice this number of 
loans without increasing our servicing 
expenses proportionately. 


WE HAVE A SYSTEM FOR 
COLLECTING THAT WORKS 


By HOWARD A. MOORE 
Secretary-Treasurer 
Whitcomb & Keller Mortgage Co., Inc. 
South Bend, Indiana 


OST mortgage bankers I imagine 
have developed their account- 
ing, servicing and collection methods 
over a period of years by trial and 
error. At times they are elated over 
a new idea which later, upon testing, 
is found unworthy. Occasionally, how- 
ever, a method meets one’s expecta- 
tions and fulfills a real need. 

In this respect our collection system 
is no different than that of other 
mortgage bankers. It has been devel- 
oped over a number of years. Some 
of our methods have been used for 
fifteen to twenty years; others have 
been a matter of evolution, while still 
others are very recent—in fact, some 
of them came from the MBA Servic- 
ing Center at the Chicago Conven- 
tion. 

We realized years ago that our col- 
lection system should be constructed 
to handle satisfactorily both a large 
and a small number of delinquencies. 
Mortgage bankers who weathered the 
depression will realize this necessity. 








Our office 
cashier’s department 


is departmentalized, our 


and_ collection 
being entirely 


from the mortgage loan department. 


department separate 
When a loan has been consummated 
and closed, the mortgage 
”” ” 
ment prepares two 842” x 11 


loan depart- 
folders, 
one for the collection department and 
one for the cashier. 

The cashier’s folder contains an 
amortization schedule and copy of the 
first letter 
ting out in detail the method of pay- 
The this file in 
distributing the monthly payment. 


sent to the borrower set- 


ment. cashier uses 


>>? NO RECEIPT BOOKS: 


time 


Some 
ago we 
book 


prepared in duplicate 


dispensed with the re- 


ceipt and now use a cash slip 


One-time car- 
bon is used on these cash slips and the 
carbon copy is stamped paid and de- 
to the time 


of payment. The 


livered mortgagor at the 
original is used for 


posting our accounting records 


During slack periods in the month, 


the cashier prepares in advance the 


cash slips. (A similar method was ex- 
plained by Robert B. McCall, Jr. in 
the December, 1949 issue of Tu 
Mortcace BANKER.) These are filed 


in alphabetical order so that when the 
customer window to 


make 


already 


appears at the 
his payment, the cash slip has 
completed and all that 


is required is to stamp and initial the 


been 


duplicate 


['wo file boxes are kept at the cash- 


window containing these cash 
One file has the current month 
other file contains the delin- 


tickets are 


ier’s 
slips 
and the 


quent accounts. Current 


‘LAND TITLE’ 


SERVICE 
COVERS 


OHIO 
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Dear Sir: 

What cooperation do MBA mem- 
bers receive from their local tax col- 
lectors? In Grand Rapids and vicinity 
most of the tax collector offices issued 
addressograph plates for printing 
address and legal description 

tax bill. It has 
thought that the county treasurer in- 
sert the identifying loan number on 
tax bills sent to our office. With this 
each tax bill could im- 
mediately be processed for payment, 
going through the routine 
takes consider- 


name, 


on the been our 


identification, 


instead 


identification which 


able time before the bills can be 
processed for payment. We _ propose 
to offer to pay the tax office for this 


service if necessary. 

This is from the ac- 
cepted way of doing things and has 
cold reception. Is 


being 


a departure 


met with a any- 


thing similar done by other 
offices? 
E. J. KEARNEY, 
ALBERT-Mortcaces, INc. 


Grand Rapids, Mich. 


tabbed if The 
collection department has access to 
these tell 


a delinquency exists. 


files and consequently can 


readily which accounts are delinquent 
without having to consult all of the 
ledger cards. 

>>? LATE CHARGE: | 


previously that the mortgage 


mentioned 
loan de- 





PLAIN DEALER BLDG..CLEVELAND | 


partment made one file for the collec- 
tion department. This file contains 
pertinent information relative to the 
mortgagor which may be needed such 
as, age, residence, work, family status, 
etc. This file remains dormant until a 
delinquency exists. When the account 
becomes delinquent as noted by the 
cashier’s file, the collection folder is 
placed in the active file until the ac- 
count again becomes current. Such a 
method gives the collection manager 
only those accounts which are not up- 
to-date in his active file. He can fol- 
low these accounts closely and always 
has the delinquent accounts at his 
finger tips. 

It is our opinion that a strict ad- 
herence to the late charge wili elimi- 
nate many delinquencies. 


THEY'VE REALLY GOT A 
COLLECTION PROBLEM 


Letter received by collection de- 
partment of Mortgage Investment 
Corp., San Antonio: 

‘Gentlemen: 


Due to error in bank deposit, is 
reason for check being returned to 
This error being made 
not experienced in 


you unpaid. 
by new employee, 
these matters. Also your telegram was 
received at time only when children 
were at home. 

This check is not good, and you 
may be assured that all future checks 
will be the same. 

Sincerely yours, 


f. &. id 
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HARRY H. SALK NEW CHICAGO MBA HEAD; 
LARRY GOELZER NAMED VICE PRESIDENT 


Harry H. Salk, American National 
Bank and Trust Company, was 
elected president of Chicago MBA at 
the group’s annual meeting, succeed- 
ing Lindell Peterson. C. H. (Larry) 
Goelzer, Ward Farnsworth & Co., was 
elected vice president and Delmar R. 
Beaumont, Percy Wilson Mortgage & 
Finance Corporation, was elected sec- 
retary-treasurer. 

Directors named for terms ending 
in 1951 were J. Forbes Burns, Chi- 


National Bank: F. Z. Gifford, 


cago 





Harry Salk Larry Goelzer 


Republic Realty Mortgage Corp.: 
Edward L. Johnson, Bell Savings & 
Loan Assn.; Maurice A. Pollak, 
Draper and Kramer, Inc.; Donald D. 
Quigley, Bester P. Price Co.; Frank 
G. Reynolds, Frank G. Reynolds & 
Co.; Winfield C. Warman, Sumner 
Mortgage Company; and John R. 
Womer, Great Lakes Mortgage Corp. 

Arthur W. Heuser, State Bank of 
Blue Island, was named for a term 
ending in 1950. 

Toastmaster of the evening was 
Harold A. Moore, senior officer Chi- 
cago Title and Trust Company, and 
music for the dinner was furnished 
by the First National Bank’s “Chain 
Gang.” 

MBA President R. O. Deming, Jr., 
made one of the principal talks at 
the meeting, followed by Washington 
Counsel Samuel E. Neel who re- 
viewed the legislative developments 
in Washington. 

“We are talking national economy 
but doing very little about it,” said 
Deming. “Our government has not 
yet hit the bottom of the purse but 
the time has definitely arrived for us 
as a nation to give serious thought 
to this continuous spending.” 

Despite this view, he said, the do- 
mestic outlook for 1950 is favorable 


not only for the first half of the year 
but the latter half as well. 

“Our national economy is being 
sustained upon expanding credit and 
the limit of the credit will definitely 


not be reached in 1950,” said Dem- 
ing. “The tremendous housing pro- 
gram both public and private will 
assure high wages for the building 
trades, and steel and allied industries. 
The farm support program means a 
profitable year for the farmer.” 
George W. Mitchell, Illinois finance 
director, spoke on “Inter-relation of 
Federal, State, and Local Finance.” 


FRED J. FREINER HEADS ST. LOUIS MBA 


Fred J. Freiner, president, L. E. 
Mahan & Company, was elected pres- 
ident of the St. Louis MBA succeed- 
ing George Altman at the associa- 
tion’s annual meeting. George S. 
Metcalfe, president, Roosevelt Federal 
Savings Association, was named vice 
president and L. L. Seeman, manager, 
mortgage loan department of Inves- 
tors Diversified Services, Inc., 
elected treasurer. G. P. Henderson, 
vice president, Mutual Savings Life 
Insurance Company, was elected sec- 
retary. Elected to the board of gover- 
nors were George Bromeyer, presi- 
Bank of Ferguson, and S. A. 


was 


dent, 





Geo. P. Henderson 


Fred J. Freiner 


Koster, secretary, Lafayette Federal 
Savings & Loan Association. 

Newly-elected President Freiner ar- 
ranged a new form of entertainment 
for the meeting, a radio quiz program 
conducted by Aloysius Kaufman, for- 
mer mayor of St. Louis, and Dick 
Hoefer. Around 130 members and 
guests attended the meeting. The St. 
Louis association now has 110 active 
members. 


WILLIAM T. WALSH NEW 
PHILADELPHIA MBA HEAD 


William T. Walsh of the Fidelity- 
Philadelphia Trust Co., was elected 
president of the Philadelphia MBA 
at the annual meeting. He succeeds 
C. Armel Nutter. Gordon M. Burlin- 
game, vice president, Bryn Mawr 
Trust Company, was named vice 
president and David Bloom, mortgage 
loan officer Jackson-Cross Company, 
was named treasurer. Harwood R. 
Stanton was re-elected secretary. 
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UNMARKETABLE 501’s OR 505’s? 


If you're an Approved Mortgagee who has 
505's without the first mortgage, or 50I's which are 
seasoned, you can sell them to us. | 


These unusual 501 and 505 markets might be | 
| just the answer to your problem of “unmarketable™ | 
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DETROIT MBA MEMBERS FIND CARELESSNESS 
—THEIR OWN—ONE REASON FOR FHA DELAY 


By HAROLD HALLET 


NCORRECT legal descriptions, 

misspelling of people’s names and 
of subdivisions, careless description of 
assets or employment, and ignoring 
apparently small details are among the 
failures on the part of processing per- 
sonnel of mortgage lending institu- 
tions which result in delay or even loss 
of FHA insurance. 

All this developed in the course of 
an educational conference sponsored 
recently by the Detroit MBA and the 
Michigan State office of FHA. Thrown 
open to institutions in the area gen- 
erally, without regard to membership 
in the local association, the meeting 
brought FHA section heads, such as 
valuation, architectural, mortgage risk 
and so on, institution em- 
ployees who actually handle the paper 
work in FHA applications. The dis- 
the simula- 
case for a 


before 


cussion centered around 


tion of processing of a 
firm commitment and proposed con- 
struction through the FHA office. 
One of the chief faults in legal de- 
scriptions was the incorrect spelling 
names, it 
as “Drennan and Sel- 


and 


of subdivision appeared, 


such a name 
don” coming up as “Drennan 
Selden.” These, and other errors of 
course passed through at the 
time, only to be turned back late in 
the procedure when they reach the 
attorneys. Another 
was “Lot 8 and s’ly part of Lot 9,” 
instead of “Lot 8 and s’ly 10 ft. of Lot 
9.” Failure to refer to a vacated alley, 
street, etc., another 
Sometimes, for example, a 
sixteen-foot alley is vacated, eight feet 


are 


common crror 


was source of 


trouble. 


going to properties on each side. A 
lot originally 50 by 150 feet is still 
described that way, no reference being 
made to the additional eight feet. 

Under Line 10 in Paragraph B of 
the mortgagee’s application for mort- 
gage insurance, the balance of cash 
to be invested by the mortgage might 
be shown as $1,800, whereas the assets 
in another part of the application are 
shown to be $800, bringing from FHA 
the question “Where is the other thou- 
sand dollars coming from?” 


Mr. Hallet is editor and publisher of 


Real Estate & Building in Detroit and re- 
ports Detroit MBA activities for THe 
MortGcace BANKER. 
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In connection with the assets, it was 
pointed out that sometimes “$600 in 
Government bonds” is listed. Six 
hundred dollars of maturity, or pres- 
ent value? 

Sometimes employment is indicated 
at the Smith Motor Company, but the 
verification of employment, income, 
etc., from the employer appear from 
the Jones Motor Company. 

The mortgagor’s signature on the 
application may appear “John 
Smith,” which of course is copied and 
sent through in the FHA office. The 
mortgage then turns up “John F. 
Smith.” 

It is important, the section heads 
pointed out, to indicate the location 
of the property carefully where called 
for, particularly in relation to the side 
of the street and distance to the near- 
est corner, which facts are important 
to the architectural and valuation de- 
partments. “North” should be indi- 
cated in compass point. 

It was stressed that it is not the 
policy of FHA to pick up keys, and 


that therefore keys must accompany 
application if property to be inspected 
is vacant. Valuators do not enter a 
house unaccompanied, if furnished. 


If neither land contract nor mort- 
gage is shown under “Liens” (blank) 
and refinancing certificates have been 
signed, FHA will reject. 

If there is a mortgage shown under 
liens held by a mortgagee, other than 
mortgagee submitting application, and 
refinancing certificates have not been 
signed, FHA will reject. Refinancing 
certificates are not required if the 
mortgage is held by HOLC. 

These were some of the highlights 
from one of the country’s first, and 
certainly the largest, educational con- 
ference of its kind. Certain hints on 
arrangements may be helpful. 

Detroit MBA and the State FHA 
office agreed on time and place. The 
Association underwrote the expense. 
The conference required three hours, 
9:30 a.m. to 12:30 p.m. Newspaper 
releases were issued and the mortgage 
bankers and other organizations in- 
terested circularized through bulletins 
and other publications of the organi- 
zations. —Two days before the meet- 
ing, a post card was mailed to mort- 
gagees, reminding them of the con- 
ference. 


IN EARLY YEARS OF FULL MORTGAGE, SET UP 
HEAVIER PAYMENTS, CHICAGO MBA TOLD 


Latest in a series of Better Loans Through Better 
Appraisals Bulletins of Chicago’s Appraisal Committee 


T WOULD take a bold mortgage 

underwriter to predict that ‘the 
net earnings of any given piece of 
real estate five or ten years from now 
will be higher than they are today, 
especially if the property is new and 
the rents are not controlled. Prudence 


suggests, therefore, that the interest 
of both lenders and borrowers may 
best be served by setting up much 
heavier payments in the early years 
of any full mortgage. 

A simple way to do this is to set 
level payments according to a higher 


IN BALTIMORE, MARYLAND AND VICINITY 


Lawyers Title Insurance 
Corporation 


(RICHMOND, VIRGINIA) 


REPRESENTED BY 


Real Estate Title Company 


INCORPORATED 


Keyser Building 


Baltimore 2, Maryland 


Lexington 3212-13 
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amortization table for the first few 
years. For example, a loan for $100,- 
000 for twenty years at 4% per cent 
might call for payments of $765 per 
month (15-year table) for the first 
five years. Those payments would re- 
duce the loan to $73,814 by the end 
of five years, after which payments 
of $564.68 would liquidate the loan 
with interest in fifteen more years. 
Obvious advantages are: 
>> If the loan had been made for 
20 years with level payments of $633 
per month, 17 1/3 per cent of the 
loan would have been paid off in the 
first five years as compared to 26% 
per cent paid off in the same length 
of time under the 15-year table. 
>»? A reduction in mortgage cost after 
five years provides a cushion against 
the possibility of declining rents, va- 
cancies, increasing taxes and the like. 
Some borrowers, because they are 
not absolutely sure of what the future 
may hold, are reluctant to obligate 
themselves to heavier payments for 
fear of what may happen, but willing 
to undertake heavier payments con- 
tingent upon good earnings. To ac- 
complish this, the following has been 
used : 

“In addition to the required 
monthly payments, the party of the 
first part agrees to pay on March 1, 
1951 and March Ist of each year 
thereafter, on account of the prin- 
cipal indebtedness evidenced by the 
note secured hereby, an amount 
equal to 40 per cent of the annual 
net income from the property con- 
veyed by this trust deed, until said 
Note secured hereby has been re- 
duced to a balance of $.... (ap- 
proximately 60 per cent of the 
original amount of the loan). The 
net income shall be construed to be 
the balance of the gross income 
after payments for normal expenses 
incident to the operation of an un- 
furnished apartment building, in- 
terest and principal, as herein re- 
quired, and monthly deposits for 
real estate taxes, but not including 
depreciation, income taxes or sal- 
aries paid to owners. Gross income 
shall include all rentals, income and 
revenue of whatever nature derived 
from the mortgaged property. 

“The annual payments of the net 
income shall be supported by pro- 
fessional audits, prepared by a cer- 
tified public accountant acceptable 
to the holder of the note secured 
hereby, and shall cover the twelve- 


IN 4 YEARS LIFE FIRMS 
BUY LOANS $11 BILLION 


More than $3,250,000,000 of life 
insurance funds went into real estate 
mortgages during 1949, the Institute 
of Life Insurance reports. 

The year’s mortgage financing by 
the life companies was in record vol- 
ume, over $2,000,000,000 more than 
only four years before. In the past 
four years since the resumption of 
building, the life companies have 
done mortgage financing of more than 
$11,000,000,000. 

At year end, total mortgage hold- 
ings of the life companies were val- 
ued at $12,875,000,000. This is a rise 
of over $2,000,000,000 in the year 
and is nearly double that at the close 
of the war. 

FHA mortgages accounted for a 
large part of it, representing over 
$1,250,000,000 of the 1949 new mort- 
gages and $3,500,000,000 of the total 
holdings at year end. VA loans rep- 
resented $1,250,000,000 of the year 
end holdings. 

The greater part of the mortgage 
financing of the life companies is for 
housing. Some 80 per cent of all the 
mortgages held by them are on indi- 
vidual homes, in an average amount 
of less than $5,000. Adding multiple 
unit dwellings and farm homes, the 
total number of housing mortgages 
financed by the life insurance funds 
accounted for 96 per cent of all mort- 
gages held. 


month period ending December 

3lst of the previous year.” 

A provision like this is most likely 
to be useful on large loans. Profes- 
sional audits are not customarily 
maintained on smaller properties and 
lenders can’t afford the necessary 
checking on smaller loans. As a gen- 
eralization, one might expect provi- 
sions like the above on loans of $500,- 
000 or more. 


LOANS IO 


The remaining + per cent were on 
commercial properties, largely plant 
facilities for small businesses. One- 
third of these were in amounts under 
$15,000 and over 80 per cent were 
in amounts under $100,000. 





PERSONNEL 


MATURE EXECUTIVE AVAILABLE 

Univ. graduate, age 48, mortgage broker 
in Chicago 1931-1940, recently returned from 
overseas army duty, now immediately avail- 
able. Capable of making modest investment 
in mortgage business. Locate anywhere. For 
complete history, references, write Box 195, 
Mortgage Bankers Association of America, 
111 W. Washington St., Chicago 2. 











MORTGAGE MAN AVAILABLE 


Thoroughly versed all phases mortgage fi- 
nancing, negotiation, appraising, processing, 
servicing. Mature judgement. Demonstrated 
executive ability. Write Box 196, Mortgage 
Bankers Association of America, 111 W. 
Washington St., Chicago 2. 


MORTGAGE MAN WANTED 

30 to 40 years of age, thoroughly expe- 
rienced in production income property 
loans including presentation and securing 
commitment from insurance company and 
other outlets, for position with prominent 
company of many years standing in im- 
portant Pacific Northwest City. Write Box 
197, Mortgage Bankers Association of 
America, 111 West Washington St., Chi- 
cago 2, Ill 


MORTGAGE AND PROPERTY 
MAN AVAILABLE 


Prefer administrative or executive posi- 
tion with life company or financial in- 
stitution. Twelve years’ experience insur- 
ance companies plus two years developing 
for self, four years in service handling real 
estate and safety engineering. Good busi- 
ness background. Age 47. Complete resumé 
on request. Write Box 198, Mortgage 
Bankers Association of America, 111 West 
Washington St., Chicago 2, IIl. 


MORTGAGE EXECUTIVE 
AVAILABLE 

Former bank official, college graduate, 
over 20 years’ experience in all phases 
mortgage financing New York area, in- 
cluding appraisals, servicing, portfolio ad- 
ministration and property management. 
Write Box 199, Mortgage Bankers Asso- 
ciation of America, 111 West Washington 
Street, Chicago 2, IIl. 





HOSPITALS * CHURCHES * SCHOOLS 


COMMISSIONS TO CORRESPONDENTS 


B. C. ZIEGLER 


WEST BEND, WISCONSIN 
Chicago Office: 39 South La Salle Street 
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UE 4 People in the News 








CLARKE NAMED DIRECTOR 


Election of William A. Clarke and 
Frank F. Weidenborner as directors 
of The Guardian Life Insurance Com- 
pany of America is announced by 
James A. McLain, president. 

This is believed to be the first time 
a large life insurance company has 
named a mortgage man to its board. 

Mr. Clarke, president of W. A. 
Clarke Mortgage Company, Philadel- 

phia, is a member 


of MBA’s 


ol governors 


board 
and 
executive commit- 
tee, chairman of 
the 1950 


committee 


Cc ] i nic 
and 
com- 


our special 


mittee on legisla- 





tion. He was for- 

W. A. Clarke merly a member 
of the board of 

governors of the Philadelphia Real 


Estate Board and is an active partici- 
pant in civic affairs in Philadelphia. 
He is currently the fi- 
nance committee and of the self-help 
housing committee of the American 
that 


a member of 


Friends Service Committee in 
city 


Frank F. 


becomes a 


Weidenborner, who also 


member of Guardian’s 
board of directors, is agency vice pres- 
ident of the company. 

Well 


company 


known among life insurance 
officers, he 
as chairman of the agency section of 
the American Life Convention in 1941 
and appeared as a speaker on agency 
affairs at the annual meeting of the 
Life Insurance Association of Amer- 
ica that same year. He is currently 
the Life 


Management Association’s 


agency served 


a member of Insurance 
Agency 


committee on education and training. 


HONORED IN HOME TOWN 


Che recognition which counts most 
with most people is the recognition 
they receive in their own community. 
President R. O. Deming, Jr. was the 
recipient of that sort of recognition 
Rotary in his home 
town of Oswego met to honor him. 


recently when 


Rotary’s magazine, The Rotarian, had 
just published a story and picture of 
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his election as MBA president which 
signalled the club’s tribute to him as 
“its famous member.” W. A. 
Blair, acting as Rotary spokesman, 
declared that “Oswego is the only 
city, big or little, that has furnished 
two presidents for this esteemed or- 
ganization.” President Deming’s 
father was MBA president in 1924 
and together they represent the only 
father and son combination to head 


most 


our organization. 


MEET BOREAS REX XIV 


Norman H. Nelson, MBA _ board 
member and vice president of Minne- 
sota Mutual Life Insurance Company, 
St. Paul, has been chosen Boreas Rex 
XIV, King of the North Wind and 
ruler of the 1950 
St. Paul Winter 
Carnival. He will 
ascend his throne 
January 27 at 
ceremonies mark- 
ing the opening of 
this gala winter 
event. The desig- 
nation is a mark 
of highest distinc- 
tion in St. Paul. He succeeds Bo- 
reas Rex XII which appear 
to indicate that somewhere along the 
line Rex XIII has been lost 
or waylaid. Such is the 
however, because the first official act 
of the new monarch was to declare 
the title of Boreas Rex XIII null and 
void. 

“Not superstitious myself,” he de- 
clared, “I am sure it would worry 
some of my subjects if their king’s 
‘jinx’ 


Norman Nelson 


would 


Boreas 


not Case, 


were a_ so-called 


” 


designation 
number like 13. 


TO HEAD APPRAISERS 


This year the top positions in the 
International Society of Residential 
Appraisers have gone to men well 
known in the mortgage banking field. 
Harry H. Hall of Rock Island is the 
new president and Paul Bauer, Hunt- 
ington, West Va., is vice president. 

Hall MBA’s 


investment advisory committee. 


fraternal 
For- 


served on 


merly assistant manager of the invest- 
ment department of the Modern 
Woodmen of America where he or- 
ganized and supervised for 15 years 
the mortgage loan division, Hall is 
now owner of the Harry H. Hall 
Realty and Mortgage Service. 

Bauer is a past director of the Min- 
neapolis Mortgage Bankers Associa- 
tion. Until recently he 
president of the Towle Company in 
Minneapolis. 


HEADS BACK TO TEXAS 


Mention above of Mr. Bauer mov- 
ing from Minneapolis to Huntington, 
West Virginia, reminds us to men- 
tion another MBA member who is 
also making a move, and one of at 
least equal distance. He is Irvin N. 
Tex) Clary, vice president, Paterson 
Savings and Trust Company, Pater- 
son, N. J., who is leaving his position 
to return to his native Texas. He has 
been with the Paterson institution for 
ten years and for ten years before 
that was a bank examiner out of 
New York. But before that he was 
cashier of the Citizens National Bank, 
Cameron, Texas. He has served on 
the board of the New Jersey MBA 


and has been active in its affairs. 


was vice 


FORM THEIR OWN FIRM 

Willis D. Pease, Kenneth W. Huber 
and Frank Vroman have formed 
Realty Finance Company in Chicago 
to deal in mortgages and specialize 
in purchase-lease transactions on 
commercial and industrial properties 
throughout the country. Mr. Pease 
was formerly with Norman Barnes & 
Co. and previously with Royal Neigh- 
bors and John Hancock Life. Mr. 
Huber has been a broker in FHA 
and G.I. loans for the past ten years 
except for a period when he served 
in the Marine Corps. Mr. Vroman 
has been a broker in FHA and G.I. 
loans since 1935 and has specialized 
in purchase-lease transactions. The 
firm will operate branches in Minne- 
apolis and Los Angeles. 


CHARLES J. GRILL NAMED 


Charles J. Grill has been elected 
vice president of Lawyers Mortgage 
Corporation, New York. He will act 
as chief appraiser and head the new 
mortgage loan department. 
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TREND IN THINKING 


(Continued from page 9) 
payment of the 4 per cent gratuity. 
It amounts to about one tenth to one 
twentieth of his total closing costs. 

“As to the 505a loan, the charge is 
granted. It should be outlawed. It is 
uneconomic from the standpoint of 
all concerned. Its full import will be- 
come better understood as the fre- 
quency of delinquencies mount and 
servicing problems become the focus 
of attention. 

“As to the siphoning off of FHA 
commitments into Section 501 loans, 
the solution lies in a change of atti- 
tude on the part of FHA—or through 
legislation which will lend the same 
end result. 

“The home-building and home- 
financing industry is well aware of 
the problem. It hinges upon the re- 
luctance of FHA to issue commit- 
ments for projects when a portion of 
the completed units will ultimately be 
permanently financed with a VA- 
guaranteed first mortgage under Sec- 
tion 501. FHA’s position is that it is 
an insuring agency and not a process- 
ing agency, and that the acturial 
soundness of its mutual mortgage in- 
surance fund basically rests on esti- 
mated receipts from mortgage insur- 
ance premiums, with commitment 
and inspection fees only a minor 
factor.” 


Q. What else? 

A. “Well, one avenue of solution 
has led to proposed legislation which 
would authorize the VA to set up a 
firm commitment procedure parallel 
to FHA’s. This proposal suffers from 
a number of serious drawbacks. First, 
it would involve considerable duplica- 
tion of already existing government 
facilities. Second, it would thrust the 
VA directly into the field of producer 
credit, where presently most of its 
activity is concerned with supplying 
credit support at the consumer stage. 
But perhaps even more important is 
the fact that the VA loan guaranty 
program is concerned exclusively with 
only a special group of the popula- 
tion. Because of this limitation, the 
VA, if it were to give firm commit- 
ments to guaranty mortgages for the 
operative builder upon completion, 
would be forced to take over prop- 
erties in the event that no eligible and 
willing veteran borrower could be 
found. This would present a serious 
complication since veteran home pur- 


chasers constitute only a partial, al- 
though substantial segment, of the 
total housing demand. 

“Actually, there is no need to attack 
the problem through such a laborious, 
complicated, and unworkable method 
when the solution is so readily at hand 
through a simple amendment to FHA 
commitment policy. The obviously 
intelligent solution is to enable build- 
ers and lenders to utilize FHA com- 
mitment protection, but at the same 
time to permit veterans wishing to 
utilize their loan guaranty entitlement 
to obtain the benefits of low-cost 
GI loans if they wish. This objective 
can be achieved very simply by FHA 
through the medium of charging a 
slightly higher commitment and in- 
spection fee for units which do not 
ultimately result in permanent insur- 
ance written under the National 
Housing Act. Surely there must be 
some method by which the amount 
of the fee differential necessary to 
protect the mutual mortgage insur- 
ance fund can be determined.” 


Q. As you can readily appre- 
ciate, the industry is deeply con- 
cerned about the possibility of 
direct government mortgage lend- 
ing. The most capable men in the 
business view it with the utmost 
concern contending that if only 
the step proposed in the Spark- 
man bill should become law, it 
would mean the virtual beginning 
of socialization of the mortgage 
field. The industry is firmly con- 
vinced that the American people 
don’t want that and would vote 
decisively against any such step 
being taken by our national gov- 
ernment. Yet direct lending re- 
mains a very real threat. What 
can you say about it? 

A. “Possibly there might have been 
merit in putting the veterans housing 
benefit on a direct loan basis at the 
outset. That is a question of ideology. 
But it was not done. Two miilion vet- 
erans have been served otherwise. 
These two million will have a point 
if direct loans are authorized at this 
late stage of the program. They will 
demand parity. Equal treatment 
would have powerful appeal as a slo- 
gan and a political football would be 
thrown into the picture. It would 
seem far more desirable to let the re- 
mainder of the life of the home loan 
benefit work its way toward extinc- 
tion on the basis on which it 
begun. But this will be a political pos- 


was 
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sibility only if the various segments 
of the lending industry accept the 
responsibility that the present frame 
of the law poses before them, and 
accord it reasonable support. 

“The leaders of the various seg- 
ments of the lending industry upon 
whom this responsibility devolves rec- 
ognize and accept it, in general. The 
trouble is they do not control the 
individual members of their groups. 
Education is their only weapon. Fail- 
ure to accord a reasonable measure 
of support seems at present to be cen- 
tered in the semi-rural or rural areas. 
Educational efforts should be pointed 
in that direction. 

“The present FNMA market is 
nothing more than a direct loan of 
the government. The growing allergy 
of the Congress toward it is its re- 
newed demands for ever larger au- 
thorizations and its use as a pipeline 
rather than a distress outlet for home 
mortgage loans. Various alternatives 
which differ in these features should 
be studied, and perhaps advocated. 
Suppose, for example, that Congress 
were to refuse to replenish FNMA as 
it now is set up and instead were to 
authorize RFC to set up a new mar- 
ket as follows: 

“GI loans would be eligible for 
purchase at any time after one year, 
and within 5 years, from date of 
origination. Only loans under $9,000 
made after the date of the enactment 
would be eligible. And not more than 
one-third of the holdings of any indi- 
vidual institution could be sold. Sales 
to the agency would be at a discount 
(e.g., @ 984%) as a guaranty of need 
for sale. Holders could qualify one- 
third of their portfolio of eligible 
loans for such sale by paying into the 
agency a registration fee of 1/10 of 
one per cent of their portfolio of eligi- 
ble loans. The law could place a 
limit upon such commitments—e.g., 
$500,000,000. This plan would leave 
lenders with what would be virtually 
3% per cent (4 per cent less Y per 
cent) government bonds redeemable 
at any time within 5 years @ 98', 
comprising one-third of their port- 
folios. The chance that many of these 
commitments would not be taken up 
by sale to the government should ap- 
peal to the Congress as infinitely bet- 
ter than the present ‘dumping’ pro- 
gram. It would enable lenders to put 
a higher portion of their investable 
capital into mortgages with assurance 
of a large margin of liquidity.” 
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SPEAKERS FOR SEMINAR 
NEXT JUNE ANNOUNCED 


[The program for MBA’s third an- 
nual Mortgage Banking Seminar to 
be held at Northwestern University, 
June 19 to 23, is almost complete and 
the announcement with application 
form will be in the hands of members 
Many 
and 


the registrations 


soon. haven’t waited for it, 
advised 


their 


however, have already 


us of from 
firms. 

William L. Leighly, vice chairman 
of the educational committee and in 
charge of this section of the group’s 
activities, has announced a portion of 
the program. Among the 
and speakers are: 

History of Mortgage Lending by 
Dr. Arthur M. Weimer, Dean, School 
of Business, Indiana University. 


subjects 


The Loan Application and Personal 
Credit Fallon A. 
O’Leary, manager, mortgage loan de- 
partment, Cornet & Zeibig, Inc., St. 
Louis. 

Effect of Interest Rates and Se- 
curity Prices on the Mortgage Market 
by Robert H. Pease, vice president, 


Examination by 


Draper and Kramer, Inc., Chicago. 


Importance of Financial Statements 


by J. R. Jones, vice president, Se- 
curity-First National Bank of Los 
Angeles. 


Appraising Dwellings by Herman 
©. Walther, independent appraiser, 
Chicago. 

Appraising Apartments by Watson 
A. Bowes, Denver. 

Appraising Stores, Commercial and 
Industrial Properties by Frank D. 
Hall, vice president, Brooks, Harvey 
& Co., Inc., New York. 

Selling the Loan and the Corre- 
spondent-Investor Relationship by 
William L. Leighly, vice president, 
Dovenmuehle, Inc., Chicago. 

Walter C. 


Construction Loans by 


Nelson, vice president, Eberhardt 
Company, Minneapolis. 

Closing the Loan by Robert E. 
O’Dea, trust officer, Chicago Title 


and Trust Company. 

Law for the Mortgage Banker by 
Robert Kratovil, title officer, Chicago 
Title and Trust Company. 

Servicing the Delinquent Loan by 
Aksel Nielsen, president, The Title 
Guaranty Company, Denver. 

Acquiring New Mortgage Business 
by Allyn R. Cline, president, Cline 


Mortgage & Trust Company, Houston. 

Early advance interest in the Sem- 
inar clearly indicates a heavy attend- 
ance and those firms planning to send 
members will assist in facilitating ar- 
rangements by indicating now the 
number they expect to send. 


NEARLY 70 WILL ATTEND 
MBA NYU SENIOR COURSE 


About the time this issue reaches 
members, nearly 70 mortgage men 
will be gathering in New York for 
MBA’s fifth annual senior executives 
course at New York University. 
Among those registered for the Con- 
ference on the Business Cycle and the 
Building Cycle are: 

Addison K. Barry, National New- 
ark & Essex Banking Co., Newark: 
B. B. Bass, American-First Trust Co., 
Oklahoma City; Irving G. Bjork, 
Connecticut General Life Insurance 
Co., Hartford. 

George D. Blakeslee, State Mutual 
Life Assurance Co., Worcester, Mass. ; 
Arthur Brown, The Great-West Life 
Assurance Co., Winnipeg, Canada; 
George L. Cash, J. E. Foster & Son, 
Inc., Fort Worth. 

W. A. Clarke, W. A. Clarke Mort- 
gage Co., Philadelphia; Thomas E. 
Colleton, Lawyers-Clinton Title In- 
surance Co., Newark; Frederick J. 
Eberle, Connecticut Mutual Life In- 
surance Co., Hartford. 

Lawrence A. Epter, Lawrence A. 
Epter & Associates, New York; M. G. 


Follin, Jr., Pilot Life Insurance Co., 
Greensboro, N. C.; C. Kenneth 
Fuller, The Paterson Savings & Trust 
Co., Paterson, N. J. 

F. E. Garvey, Scranton Life Insur- 
ance Co., Scranton, Pa.; Walter 
Gehrke, First Federal Savings & Loan 
Association, Detroit; Raymond Glea- 
dall, The Home Life Insurance Co. 
of America, Philadelphia. 

David W. Gordon, Monarch Life 
Insurance Co., Springfield, Mass.; 
Carl Harris, Laclede Bond & Mort- 
gage Co., Clayton, Mo.; Philip Heller, 
Mutual Benefit Life Insurance Co., 
Newark. 

W. E. Hoose, Home Life Insurance 
Co., New York; William Igleheart, 
The U. S. Life Insurance Co., New 
York; Jacob Kraus, Jr., The Colonial 
Life Insurance Co., East Orange, N. J. 


Carleton G. Lane, Union Mutual 
Life Insurance Co., Portland, Me.: 
Thomas E. Lovejoy, Jr., The Man- 
hattan Life Insurance Co., New York: 
F. Harold Loweree, Monumental Life 
Insurance Co., Baltimore. 


Milton T. MacDonald, The Trust 
Company of New Jersey, Jersey City: 
Robert P. McCampbell, McCampbell 
& Co., Omaha; W. E. Miller, A. D. 
Fraser, Inc., Cleveland. 

Vincent B. Miner, Essex Title 
Guaranty & Trust Co., Montclair, 
N. J.; M. J. Mittenthal, N. E. Mit- 
tenthal & Son, Dallas; Robert B. 
Montgomery, Acacia Mutual Life In- 
surance Co., Washington, D. C. 

Hunter Moss, The Moss-Rouse Co., 
Baltimore; Gordon V. Moy, The Co- 
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lonial Life Insurance Co. of America, 
East Orange, N. J.; Carl C. Mullen, 
The Columbian National Life Insur- 
ance Co., Boston. 

Frank Mullen, Greater New York 
Savings Bank, Brooklyn; Max A. 
Noble, The Noble Mortgage Co., 
Wichita; Charles Nosal, Nosal Realty 
Co., Stamford, Conn. 

C. Armel Nutter, Nutter Mortgage 
Service, Camden, N. J.; R. C. Ober- 
mann, Mercantile-Commerce Bank & 
Trust Co., St. Louis; Harry C. Peiker, 
Feist & Feist, New York. 

H. H. Pence, The Monarch In- 
vestment Co., Wichita; Ernest D. 
Renard, Greater New York Savings 
Bank, Brooklyn; J. R. Ridgway, Sr., 
Investors Diversified Services, Inc., 
Minneapolis. 

Donald F. Roberts, Acacia Mutual 
Life Insurance Co., Washington, D.C; 
James W. Rouse, The Moss-Rouse 
Company, Baltimore; Dexter P. Rum- 
sey, Erie County Savings Bank, Buf- 
falo. 

Donald Sherwood, Sherwood & 
Roberts, Inc., Walla Walla, Wash.; 
William H. Smith, II, Springfield In- 
stitution for Savings, Springfield, 
Mass.; Alvin E. Soniat, J. E. Foster 
& Son, Inc., Fort Worth. 

Stanley M. Stalford, Stalford Mort- 
gage Co., East Orange, N. J.; Edward 
L. Stanley, Provident Mutual Life 
Insurance Co., Philadelphia; Hope R. 
Stevens, United Mutual Life Insur- 
ance Co., New York. 

Paul P. Swett, Jr., The Baltimore 
Life Insurance Co., Baltimore; Sam 
Tavalin, General Mtge. Investments, 
Inc., Chicago; Dale M. Thompson, 
City Bond & Mortgage Co., Kansas 
City, Mo. 

John C. Thompson, New Jersey 
Realty Co., Newark; John S. Throck- 
morton, Caldwell Mortgage Co., Cald- 
well, N. J.; Sidney H. Tinley, Jr., 
Weaver Bros., Inc., Baltimore. 

Galen Van Meter, Investors Diver- 
sified Services, Inc., Minneapolis; 
John W. Weber, Bankers National 
Life Insurance Co., Montclair, N. J.: 
Frederick L. Wehr, Monumental Life 
Insurance Co., Baltimore; R. J. 
Weichel, Scranton Life Insurance Co., 
Scranton, Pa.; Lewis A. White, Lewis 
A. White Co., Cincinnati; R. H. 
White, White Investment Co., Min- 
neapolis. 

Carey Winston, The Carey Winston 
Co., Washington, D. C.; Daniel O. 
Worthington, The Peoples National 
Bank, Charlottesville, Va.; Philip Zin- 


man, South Jersey Mortgage Co., 
Camden, N. J. 

This is the largest attendance we 
have yet had for this MBA-NYU 
course. Previously it has been held 
down to a lower figure but inquiries 
were particularly heavy this year and 
the administrative faculty and com- 
mittee decided to permit a maximum 
group this year. Reports of the con- 
ference will appear in the next issue 
of THe Mortcace BANKER. 


GIESECKE SPEAKS AT 
CHICAGO CONFERENCE 


One of the largest regional meet- 
ings MBA has yet sponsored is indi- 
cated for our first 1950 conference in 
Chicago at the Drake Hotel, February 
23-24, judging from advance registra- 
tions now being made. This is MBA’s 
Midwinter Mortgage Conference and 
will be preceded by our winter board 
of governors meeting on February 22. 

One of the principal topics under 
review be Title VIII housing 
under the provisions of the Wherry 
bill (see Mr. Pringle’s article in this 
issue). Bertram E. chair- 
man of the new defense housing com- 
mission, has just returned from Alaska 
where he has been studying housing 
conditions of our military personnel 
there and will be one of the principal 
speakers at the Chicago conference. 
Others who will appear are: 

FHA Commissioner Franklin D. 
Richards who will discuss current de- 
velopments and plans of his agency. 

Irvin Bussing of Lowell, Evers and 
Clark of New York and formerly with 
the Savings Bank Trust Company, 
New York, who will discuss the new 
savings bank legislation in New York 
and, Massachusetts. 

Maurice R. Massey, vice president, 
Peoples Bond and Mortgage Com- 
pany, Philadelphia, and formerly as- 


will 


Giesecke. 


With deep regret we record the 
death in Dallas on January 3 of 
Charles S. McCombs, prominent at- 
torney and an associate member of 
MBA. Mr. McCombs was general 
counsel for the Paramount Fire In- 
surance Company. He was well known 
in the mortgage lending field all over 
the country. 
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sistant FHA commissioner, who will 
discuss rental housing. 

Robert Patrick, Bankers Life Com- 
Des Moines, who will discuss 
investor-correspondent _ relation- 


pany, 
the 
ship. 

The complete program will be an- 
nounced in a few days. In the mean- 
time, members have received the ho- 
tel reservation form and advance 
registration blank. If you have not 
sent these through you should act 
at once to insure the hotel accommo- 
dations you want and to have your 
name appear on our advance registra- 
tion list. 


MEMBERSHIP CAMPAIGN 
BEATS PREVIOUS MARK 


MBA’s membership campaign con- 
tinues to roll along in high gear with 
E. R. Haley, membership chairman, 
reporting 95 new members so far in 
this Association year, a record for any 
similar period. Extensive presenta- 
tions have made the 
mutual savings and commercial banks, 
the title companies and now the drive 
is turning to the correspondent field. 
Leading life insurance companies 
furnished the with 
lists of their correspondents which 
have been checked against our mem- 
bership rolls to present 
members. The others are being con- 
tacted by the membership committee. 

As has been generally recognized 
in this type of work, the most effec- 
tive effort is that of 
member personally explaining the ad- 
vantages to a non-member. This was 
again remarkably demonstrated in 
Houston where John F. Austin, Jr., 
president, T. J. Bettes Company, and 
membership chairman in Houston, 
secured the applications of three lead- 
ing Houston banks. Then he 
on to secure the applications of Dallas 
and Beaumont banks. Previously, 
Board Member Stanley H. Trezevant, 
Memphis, at the time of the appear- 
ance of our officers in that city, se- 
cured the applications of the three 
leading Memphis banks. This is the 
type of solicitation that gets results. 
the MBA _ members 


whom the Association warmly wel- 


been among 


have committee 


eliminate 


type of one 


went 


Among new 


comes are: 

ARKANSAS, West Memphis, Guaranty 
Loan & Real Estate Company; Ft. Smith, 
E. Walden Williams & Co., Inc. 

ILLINOIS, Peoria, F. Jay Decker Com- 


pany. 
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IOWA, Des Moines, American Repub- 


lic Insurance Company 

MASSACHUSETTS, Boston, The 
Provident Institution For Savings In The 
Town Of Boston; Worcester, People’s 
Savings Bank 

MINNESOTA, 
Vroman Company. 

MISSISSIPPI, 
Mann 

NEW JERSEY, Newark, United States 
Savings Bank. 

NEW YORK, Glens Falls, Glens Falls 
Company ; North Side 


Minneapolis, Frank 


Jackson, Wortman & 


Insurance Bronx, 


Savings Bank; Buffalo, Erie County Sav- 
ings Bank; Jamaica, Jamaica Savings 
Bank; New York, The Chase National 
Bank Of The City Of New York; New 


York, Colonial 


OHIO, 
Company ; 


Trust Company 


Consolidated Mort- 
Ohio Title 


Cleveland, 
gage Columbus, 
Corporation 
PENNSYLVANIA, Philadelphia, Fi- 
delity-Philadelphia Trust Company; Pitts- 
burgh, W. A. Clarke Mortgage Co. 
SOUTH CAROLINA, Charleston, Echo 
Fire and Title Insurance Company. 
lr ENNESSEE, Fidelity 
Crust Company; Continental 
Mortgage Company 
TEXAS, Odessa, 
Bank of Odessa 
VIRGINIA, Charlottesville, Peoples Na- 
tional Bank 


Chattanooga, 
Memphis, 


The First National 


WASHINGTON, Seattle, Harry H. 
Olson, Inc 
WISCONSIN, Milwaukee, Title Guar- 


inty Company Of Wisconsin 


THE CRAZE FOR SECURITY 


SIDE the threat of 
government lending in the mort- 
gage field and the immediate 
problems of early 1950 having to do 
with FNMA, the G.I. market 
and similar matters of that sort, there 
is one long-range problem which casts 
a giant the last half 
of the century which we are about to 
enter the craze for 
security, as Claude L. Benner phrased 
it in last month’s issue of THe Mort- 
GAGE BANKER. other 
single factor is actually so important 


from direct 


more 


loan 


shadow over 


It is pensions 


Probably no 


in the make-up and composition of 
the world of the future. 

\ few days ago a mortgage banking 
house was inquiring about retirement 
and pension plans for companies such 
as his own. At the moment we knew 
of none, but something told us there 
must be some in operation because 
we seemed to remember hearing about 

being started. Extensive in- 
unearthed only one but there 


several 
qulry 
ire undoubtedly more. 
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This craze for security is rushing 
onward at break-neck speed. And 
maybe the pace is too swift at that. 
and management,” 
Barron’s, “which have saddled 
travagant pension plans onto basic 
industry, may soon be ganging up on 
the rest of the community to bail them 
out. The hastily improvised private 
plans have so many flaws that there 
is real danger that they would collapse 
in any serious business downturn leav- 
ing Uncle Sam holding the bag. Even 
at present the pressures are building 
up to take the whole pension matter 
out of the hands of industry and put 
it into the hands of the state.” 


“Unions says 


eX- 


Remembering how the pension idea 
has gotten its roots fixed firmly in 
many private industries in such a 
short space of time, the idea of what 
would happen if it gets going on a 
national basis is a little staggering. 






servicing ever published, 








“The very basis of our existence 
is our income from servicing...” 


said a leading mortgage banker—and he ought to 
know because his firm services one of the largest vol- 
umes in the country. That's why, if you are not well 
supplied with the first and only book on mortgage 


MORTGAGE LOAN SERVICING PRACTICES 


By WILLIAM I. DE HUSZAR 


you should order additional copies now from the first 
printing. Everything in servicing is analyzed, all the 
newest and latest methods and practices discussed. 
Nothing like it ever available before. For MBA members 
only, additional copies at only $2. Order direct from 


Mortgage Bankers Association 
of America 


111 WEST WASHINGTON STREET 


Senator Taft estimates that $100- 
a-month pensions for all at 65 would 
cost $12 billion a year. Deducting 
present pensions, the figure is nearer 
$10 billion, but that is still 5 per cent 
of the national income. 

The proportion would rise with the 
percentage of old people in the total 
population. Unless production rose 
proportionately, real income would 
have to be transferred to the aged 
from somebody else. That could be 
done by increased taxes, but past his- 
tory makes it seem more likely that 
the transfer would be accomplished 
by the less obvious methods of gov- 
ernment deficits and consequent in- 
flation. 

Another little-realized danger, Bar- 
ron’s observes, is that retiring most 
of the 3,000,000 people over 65 now 
gainfully employed might take a siz- 
able slice out of the national income. 
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Professor Sumner Slichter estimates 
that these people produce $11 billion 
worth of goods and services a year, 5 
per cent of the national total. This 
figure is rather generous, but it is still 
clear that a pension plan must not go 
too far in encouraging retirement. 
Some of those 3,000,000 jobs could be 
filled, even better filled by younger 
people now looking for work, but 
there would still be a large gap. 

Demands for government action 
have been coming from unexpected 
quarters. 

“Industry representatives are trying 
to get off the hook. Executives not 
formerly noted for their support of 
social security are suavely pointing 
out that the government program is, 
after all, contributory. They note 
that the cost is an equal per cent of 
pay roll for all employers, that labor 
mobility isn’t cut, that the self-em- 
ployed can be covered, that the prob- 
lem of investing reserves is eased. Al- 
most all private plans now being 
worked out provide that private pay- 
ments will decline to the extent that 
social security benefits rise. 

“Already the House of Representa- 
tives has brought the working popula- 
tion a step closer to supporting the 
non-working population. Last Fall, 
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still dazed from the fact-finding 
board’s report, the House overwhelm- 
ingly passed a bill to increase benefits 
an average of 70 per cent. The Senate 
is likely to make it a law early in the 
next session. Average benefits, now 
reaching 2,600,000 people, would rise 
to nearly $45 a month for a retired 
single worker, between $65 and $70 
for a retired couple. This is a long 
step toward Secretary Tobin’s $100- 
a-month ambition. 

“There is still a chance that ways 
and means can be found of stemming 
the, tide towards statism which pen- 
sion demands have set in motion. 
This would take, however, a far more 
reasonable attitude on the part of the 
union. Meanwhile, the facts indicate 
that those who believe that almost un- 
limited demands for security will or 
can be handled on a private basis 
have an enormous job on their hands. 
The thing just isn’t that easy.” 


TITLE Vill FINANCING 
(Continued from page 5) 

One important factor to be con- 
sidered in connection with Title VIII 
rental housing at Fort Knox and simi- 
lar military installations is the desire 
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on the part of the military and civil- 
ian personnel to live on the post. At 
the present time for instance, many of 
the personnel working at Fort Knox 
must live off the post and some of 
them as far away as Louisville which 
is about thirty miles distant. Not only 
do they have to pay as much rent for 
inferior accommodations, but they 
lose many of the advantages of living 
on the post such as lower prices for 
all kinds of suppiies and services. 

2? AID FROM ALL: Until proce- 
dures on the part of the Army, Navy 
and Air Force have been standard- 
ized, it will probably take some extra 
time and effort on the part of build- 
ers and mortgagees to bring Title 
VIII military housing projects to the 
point where loans can be negotiated 
and construction started. I believe, 
however, that successful builders and 
mortgagees will be well repaid for 
such extra effort and will have the 
satisfaction of having done, through 
private enterprise, a vitally necessary 
job. Furthermore, if Fort Knox is a 
fair indication of the desire of gov- 
ernment agencies to help private en- 
terprise do this job, I believe they 
can count on 100 per cent coopera- 
tion from FHA, the Army, the Navy 
and the Air Force. 
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A Mortgagee’s Policy of Title Insurance, in addition 
to its protection against title losses, facilitates the sale 


and transfer of a Real Estate Mortgage Loan. 
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